NADA ACADEMY VARIABLE OPERATIONS 1

—
VARIABLE OPERATIONS 1 HOMEWORK — ACTION PLAN

e Specific m Measurable o Relevant 0 Time-bound

What is your current situation and challenge you will address?

My action plan is to do market video's every other week for starters and hopefully move it to weekly. It will be for
not just used but for new, parts and service too. My current situation is | do have a used salesman that has
done a few but not for a while. Some of the challenges will be finding and setting time a side to do these, winter
weather and then working with our marketing team to show us how we can edit and make the video look
awesome.

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

My goal is to start this making the video's the week of sept 7th. The video conversation will start Aug 18th in our
sales meeting. First video will be post and sent out by sept 10th and every two weeks after that.

¢ How does this goal align with or support your dealer’s vision?
¢ What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
¢ Why is this goal important to you?

Vison is to have a great customer experience. With these video's they will be able to see what the truck looks
like before coming in or see what parts/ service items we are promoting. Customer will have a better
understanding of the items which in turn may help in an earier decision. If we don't do the video's we will just sit
back and wait for the customer to come and sales will stay stagnant. This goal is to create more activity to all
departsments form new customers to more sales.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or
improve? For each, be sure to include necessary resources, who is accountable, the measurable result,

and dates.
SPECIFIC NECESSARY WHO IS EXPECTED C(g)l\(nplffgl'ﬁgN COAMCI;I-LLIJ;:-ON CHECK
? ? ?
ACTION/STEP | RESOURCES? | ACCOUNTABLE? RESULT? DATE? DATE? OFF
staff meeting show examples | Myself - GM excepted by 8/18 8/18
8/18 to discuss the staff but
plans and ideas could have a
few push backs
contact show examples | Myself - GM Put Plans 8/21
marketing team Brian and Angie |together for
with idea and Marketing Team | editing and
ask for help posting of
Staff to plan on | Which Truck Sales Team - To have all 8/31
what they want | What product | Scott, Sam adn plans put
to post What service Tom together and
will be Parts ready to film.
Film our video |Phone and Myself- Gm To have all 9/11
maybe have Sales Team video's taken,
the Marketing | Scoot, Sam and | edited and
team come up |Tom posted
Continue all Spread sheet | Myself - Gm To sell truck This will be an
processes to keep track of quickly and at a | on going
every other what we profit instead of | program that
week promoted and if them becoming | may be
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How will you track your progress? What specific metric(s) will you track? At what intervals will you

check on the progress?

T will put together a spread sheet to track what we promoted ( trucks by make,model and vin), (Parts by part
number), (and service specials). Plus we will add date of releaved video and how long it to to sell and what was
the profit we gain or loss for trucks. as for parts we and service is how many we sold and date we sold it. We will

review these weekly at our staff meeting.

Potential Obstacles?

Some of the potentail obstacles will be make sure
we set time aside to do these, push back or excuses
from some team members and weather could play a
part by rain and snow the day we plan on taping.

Potential Solutions?

Time - set dates and time at staff meeting with all
involved. Check Weather condition for the date set.
pick a location inside if inclimate weather is set for
that day. This will be a manditory project and there
will be no excess. Plus this will and should be fun for
all.

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

The plan is to do this monthly and if we sell 2 trucks from these posts monthly, that should be 10 trucks

Avg GP per truck is $6,800 x 10 = $68,000

The plan is to do a monthly special for Service.

The first one will be air dyer service for 2 months (sept & oct) My goal will be 45 per month.
2 hours per job $125.00 x2 $250.00 x 45 = $11,250 per month in sales for this special
which then if we get dollar for dollar we will be at $11,250 on parts in sales

With at, the plan is to sell an addition 45 more air dryers w/ purge valve kit for $175.00 = $7,875 in sales
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Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now
what? How will you ensure you and your staff do not fall back into the previous habits that produced
poor results? Be specific.

Once we produce our first video and we have all procedures set up. We will plan the next one that will be
completed in 2 weeks at each staff meeting. Our staff meetings are usually held weekly unless i'm out of the
office for whatever reason. So | alway have an agenda that is written up for each meeting and video's will stay
on every agenda. We will review the video and results weekly. Our Marketing team will be there to assist and
push us to have the video in their hands by the next day so they can edit and do their magic to make them look
awesome. | need to make this fun not just a job that needs to get do. What do i mean about fun. We dress up
for the time of year and have lunch after we make the video.

Describe any planning or implementation meetings conducted as part of development of your plan.

1- 1st meeting will be what the plan is, who will be involved and what their responsiblities will be which will
include pick out trucks and product to promote.

2- 2nd meeting include marketing team on what our plans are and what we will need or what info we need to
give them to make these video's.

3- 3rd meeting will be doing our weekly staff meeting. We will talk about what truck, product or service we will
promote. What info we will need to do the video. Pick the day and time we do the video so we can send them to
marketing to get edited.

4- 4th meeting with staff and marketing to review and approve. Get them post on all social media that we do.

5- 5th meeting review results weekly at our meetingnand then plan the next video.

6- repeat all meeting 3 - 5 meetings
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